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New Year's Greeting 


It has been my custom each year to write a 
personal greeting for our New Year’s number 
of Lensology & Shutterisms, and I feel that 

is is a pleasure, as | want always to convey 
to my good friends, the dealers, my best wishes 
for the year that is to come. 


It is a matter of great regret to me that I 
am unable to call on all my friends in the 
trade, but there are very few of them that do 
not receive personal letters from me in the 
course of the year, and I trust that the tone of 
those letters and the treatment that the dealers 
receive at my hands gives them the impression 
which I desire to convey—that my feeling for 
them is one of individual friendship. 


It will be fourteen years next February that 
I have been guiding the destinies of the Wol- 
lensak Optical Company, and as many 
changes have occurred in that time, it has 
kept me pretty closel+) confined to the factory. 
We can’t quite multiply everything by four- 
teen, but if multiplied by ten, it will give ap- 
proximately the correct result in number of 
employees, in floor space occupied, and in 
volume of business that we are doing now, 
compared with the year 1902. I am not given 
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to extravagant statements in regard to the 
showing we have made, or the increase in our 
business, but I feel that if our goods, prices 
and methods had not been satisfactory, we 
could not have made the gain which we have 
made, and I wish to express my gratitude and 
appreciation to all our good friends who have 
aided us in making this progress, and without 
whom we could have accomplished nothing. 


In 1902 we made photographic shutters 
only, and not Very many of those. Our first 
lens was completed on September 6, 1902, and 
in 1909 the Velostigmats were put on the mar- 
ket, so you can see what a short time has 
elapsed since the beginning of our lens busi- 
ness, and as competition has at all times been 
strong, and there have at all times been lenses 
on the market, selling at lower prices than 
ours, it would seem as if there must be consid- 
erable merit in our goods, or they would not 
have the standing which they have today. 


Our list of dealers is constantly growing, 
and our relations with the people that we do 
business with always grows pleasanter, as we 
gain their confidence and as they learn that 
we desire to serve them in the best possible 
manner; also to infuse. a little friendliness. in- 
to the transaction. I am a firm believer in 
getting business on the merits of the goods, 
but also believe that it adds greatly to the 
pleasure of doing business if it is not done 
simply in a perfunctory way. “a 
. The last two years have been trying ones 
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for all of us, and the great difficulty in getting 
optical glass together with the strong advance 
in price in this and all other materials, makes 
it quite likely that photographic lenses will be 
sold at a higher price next year than ever be- 
fore. I want every dealer on our list to feel 
that I am personally at his service, and if any- 
thing in particular comes up where I can aid 
him, to write direct to me, and I will give the 
matter my immediate and careful attention. | 
have always felt that a business firm or comp- 
any can have a distinct personality, just as an» 
individual can, and it has been my aim to 
build up this business on such a basis, that 
everyone of our customers will have a cordial 
and pleasant feeling towards us, and to “make 
business a pleasure to everyone Who comes in 
contact with us, and to ourselves.” 


May the year that is to come be a prosper- 
ous one for all our friends, and may our rela- 
tions with them be always growing in conf- 


dence and good feeling. 


General Manager 


WHAT IS A PHOTOGRAPHIC SALESMAN? 


A man that knows his goods, knows his customers, 
knows how many goods to sell them and knows enough 
to quit when they have been sold. 
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Verito 
Diffused 


Focus 


F:4 





Although there are are a number of soft focus lenses 
being made we are gratified to find the Verito to be the 
favorite of the majorit) of the leading pictorial workers 
such as 


John H. Garo Jack Rivers 

Will H. Towles D. 1 Ruzicka, M.D. 
Elias Goldensky Malcolm D. Miller, M.D. 
Frank Scott Clark Walter Burke : 


Ryland W. Phillips Arthur Hammond 
William Shewell Ellis Prof. J. H. Scott 
E. H. Weston Albert Kelly 


Many are using the Verito with great success for en- 
larging sharp negatives to diffused enlargements. This 
was demonstrated by if P. Haley, President of the P.A. 
of N. E., at the recent Boston convention, and it will be 
a good idea for our dealers to push the Verito for this 
work. Remember these points when thinking of soft 
focus lenses: . 

The Verito is a DOUBLE lens, being practically 
RECTILINEAR, a feature not embodied in the single 
type. The rear lens can be used alone, giving in all a 
complete lens at F:4 and a single combination at F:6.3. 
It was the Verito that made the picture awarded first 
prize in the Ansco $5,000 contest. 


VERITO—“TRUE TO LIFE” 


O’Brien—“Oi can say one thing—Oi’m a self- 
made man.” 
Casey—“‘Is it boastin’ Ye are or apologizin’?” 


4 


Lensology CRIA utter isms 





AMBASSADOR CECIL SPRING-RICE 
Representing Great Britain at VVashington 


Velostigmat Series II Negative 
Photo copyrighted by 
Harris & Ewing 


That you will have 366 days of happiness is our wish 
for 1916. 
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‘T estimonials 


Mena, Ark., Dec. 3, 1915 

Mr. J. A. Dawes, Rochester, N. Y. 
Dear Sir:- 

I purchased a Velostigmat No. 6 of Mr. Hildebrand 
of this city about a month ago, and I wish to say that I 
am Very well satisfied with it. As it is so much faster 
than the lens I have been using that overtimed negatives 
is the result, but say it is great for the kids. 

I had it fitted to your Studio shutter and am also 


pleased with it. 
ja ae McCANN 


I enclose herewith a straight print from a negative 
made with the nine inch Verito ‘‘almost the first shot out 
of the box.” Undoubtedly you receive many of these 
from your delighted users, but my friends are ‘‘bugs” 
about this pleasing little picture and as a measure of the 
glory belongs to you, I want to let you know about it. 

The picture used on the folder enclosed was also 
made by me with the Verito. Some sport to have such 
an instrument as part of your ho bby. 


I did something when I bought the Verito! 
Yours truly, 


Minneapolis, Minn., LEE JOHNSON 
November 17, 1915. 


Washington, D. C., Nov. 22, 1915 


The Verito arrived O. K. and have found it Very 
satisfactory indeed. Will send you a couple of prints, the 
first made. They were made with the front combination 
out and I think the result Very pleasing. Have also used 
it the other way with results most pleasing. 

Thanking you for your courtesy, I am 

Very truly, 


WILL H. TOWLES 
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AMBASSADOR. JUSSERAND 


Representing France at VVashington 


Velostigmat Series II Negative 





Lensology OS SAutterisins 











H. M. FOWLER, President 


Photographic Dealers’ Association of America 
Fourth Annual Convention, Hotel Statler, Cleveland, O. 
March 7th, 8th and 9th 


A short while ago it was our pleasure to be favored 
with a personal visit by Mr. H. M. Fowler, whose 
photograph we reproduce above, and Mr. Fowler went 
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into detail in regard to the coming Dealers’ convention, 
to be held in Cleveland, as per the information just be- 
low the photograph. 


Mr. Fowler seemed very enthusiastic about the con- 
vention and it seems to us that every indication points to 
a large attendance, and a most enthusiastic gathering. 
We believe that every dealer in the United States, who 
can possibly get to Cleveland, should be there. Analyz- 
ing it down to the last point, you must realize that it is 
only in as much as the dealers themselves support the 
work of the committees in this, their convention, it will 
be a success, There is not the slightest doubt but that 
the officers of the Association have spent many hours 
planning, and putting into effect their plans, for this 
great gathering, and now it rests with the dealers to go 
to Cleveland, and show their colors. 


The program, as it was explained to us, is most in- 
teresting and novel. For instance, there is going to be 
an exhibit of photographs by both professionals and 
amateurs, open to all, where prizes amounting to $200 
in gold will be given for the best exhibits. Application 


blanks for this can be had by writing to Mr. Fowler. 


There is also going to be a prize of $25 given for 
the best lantern slide or photograph of a window dis- 
play. This is open to all the dealers in the United 
States. 

The thing which appealed to us largely was the at- 
titude of the Association regarding dues, and it certainly 
seems that they are most reasonable, considering all that 
they include. For instance—for $5 an active member- 
ship is secured, this being open to dealers and manufac- 
turers of photographic goods. It includes not alone the 
membership to the Association, for the year, but also the 


9 





Lensology CE Iz wutlerisins 


entrance to the exhibition during the entire week, three 
twelve o'clock luncheons at the Hotel Statler on the 7th, 
8th and 9th of March, and theatre party on the evening 
of the 7th, and the informal banquet on the evening of 
the 8th, at which there will be dancing. This seems to 
us like quite a bit for the money. 


Furthermore, everyone is not bound to an active 
membership. That is—if you take employees with you 
and desire only an associate membership for them, this 
can be had for $3, although what it covers is more limi- 
ited than the full membership. 


Mr. Fowler states that there will be quite a number 
of addresses given that will be interesting to the trade, 
and among them are the following topics: 


“The Compensation of Store Salesmen.” 

“Credits and Profits.” 

“The Photographer and the Dealer.” 

“W/indow Decorating and Suggestions’ 

with stereopticon slides, 

“Store Management and Efficiency.” 

‘Advertising. ”’ 

“Conditions in the Photographic Trade.” 

We will not consider this article referring to the 
convention complete unless we call particular attention 
of the dealers to the most elaborate displays of all kinds 
of photographic materials that will be made by the diff- 
erent manufacturers. This alone would be worth the 
trip to Cleveland, as it will enable the dealer to post 
himself on the latest in photography, and place him in 
a position where he can intelligently serve his customers. 

There’s no use talking—it’s going to be the event of 
the year for the dealers. We're going to be there, and 
we would like to welcome a large portion of our own 


kind friends. 
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AMBASSADOR VON BERNST ORFF 


Representing Germany at VVashington 


Velostigmat Series II Negative 
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Our 1916-1917 Catalogue 


Before you receive this booklet our new 
catalogue will be in the hands of the 
printers and well under way. 


In its preparation we have endeavored 
to describe our products in an original man- 
ner, which we believe will be found inter- 
esting and simplified by your customers. 


Many changes will be noticed and some 
radical changes in lenses. The list prices 
remain the same, despite the increased cost 
of everything entering into the manufacture 
of lenses. It is our policy to improve our 
product as rapidly as modern lens science 
will permit, and it is with a feeling of sound 
confidence that we offer to the profession 


our “Complete Line’ for 1916 and 1917. 


We expect the catalogues to be ready 
for distribution by March Ist, and suggest 
that you order a quantity now. 


At a movie the other day a picture Was shown en- 
titled: ‘‘As God made it.” 


Immediately following the projection of the title on 
the screen came the flash: 


“Approved by the Ohio Board of Censors.” 
—Everybody’s Magaziue 
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Our New Catalogue Will List . 


Velostigmat Series | F:6.3 
Velostigmat Series Il F:4.5 
Velostigmat Series III F:9.5 
Vinco-Anastigmat F:6.3 F:6. 
Wollensak Anastigmat F:7.5 
Versar Portrait and View F: 
Verito Diffused Focus F:4 F:6 
Vitax Portrait F:3.8 

Vesta Portrait F:5 

Voltas F:8 

Wide Angle F:16 Extreme & Symmetrical 
Wollensak Anastigmat F:7.5 in mounts $10 
Auxiliary Lenses, single and sets 
WVollensak Process Lens 

Ray Filters and Differential Ray Filters 


Optimo Shutter Victo Shutter 

Auto Shutter Ultro Shutter 

Regno Shutter Studio Shutter 
Stereo Shutter 


8 
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OBITUARY 
An Irishman, a Dutchman and Jew died and they 


went to heaven in their autos. First came the Jew. St. 
Peter asked him what make his car was and he replied: 
“A Buick.” 

“You can’t go in,” said St. Peter. Next came the 
Dutchman and St. Peter asked him the make of his car. 
He said his was an OVerland. 

“You can’t go in,” said St. Peter. Last came the 
Irishman and St. Peter asked him the make of his car and 
the Irishmen replied, ‘‘A Ford.” 

“Well,” said St. Peter, “Jou can go in, for Jou’Ve 
had your hell on earth.” 
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We'd Get More Out If Wed 
Put More In 


| want to put emphasis on one thought that has fol- 
lowed me more or less through the year just closed, and 
which all of us might do well to set up as a slogan for 
1916, and that is: ‘““We get out of an enterprise in 
proportion to that which we put in.” 


It makes no difference if it be happiness in life, or 
success in business, the amount we achieve depends up- 
on the effort put forth toward the end desired. Some 
one has immortalized: ‘Smile and the world smiles with 
you’; and so it certainly seems. If we give a smile, we 
receive one: if we frown, it takes a ‘‘mighty good fel- 
low” to return a smile, and seldom indeed may we look 
for it. 


In the business enterprise of life, our ambition is suc- 
cess, but we must spend much energy and be constantly 
on the alert for opportunity and when we have found 
it, UTILIZE it, in order to gain that success, For, as it 
has been said, our day dreams and high ideals amount to 
nothing until they are realized. Ve must put our 
thoughts, our plans into action before we can achieve 
anything. Just so can we apply it to our own business. 
We can accomplish but little by waiting. It is not 
alone enough to SEE our opportunity, but we must 


GRASP, SEIZE, USE it. 


Now let me bring this closer home. Seventy-five 
per cent. of the photographic dealers are passing up op- 
portunities every day to increase their sales, their profits, 
their amount of success. They seem to sit back, satisfied, 
after giving the customer what he has asked for; to wait 
for the next buyer. 
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My friends, how many of your buyers have obsolete 
outfits, cheap and inefficient lenses, who would purchase 
a more practical and up-to-date equipment if you were 
a “seller” of supplies, a creator of demand, and not 
merely an order filler? 


As this new year dawns upon us, let it give birth 
within us to a determination to seize every opportunity 
to increase our measure of success, by honorable effort 
to serve our patrons to the best of our ability and to their 
best interest. 


In reality this thought has been uppermost in the pol- 
icy of this company, and hence the Promotion of Trade 
Department, and myself in this position, where it is not 
alone my specific duty, but my personal pleasure to serve 
our friends in every way possible in promoting the sale 
of our products, 


Leaving this thought with you as sort of a New 
Year’s salutation, and pledging myself and my depart- 
ment “at your service’ even to a fuller degree during 
the ensuing year, | wish you a most Happy and Pros- 
perous New Year. 


Cordially yours, 


Manager 
Promotion of 


‘Trade 


Department 





“HAVE YOU OUR LITTLE SERVICE 
IN YOUR STORE”? 
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I received two honorable mentions in Popular Pho- 
tography for photos made with my 9 inch Verito; one in 
July 1915 and one in August 1915 number. 


C. A. THOMAS, Greensburg, Kans. 


SOME NAME 


‘Spell your name!” said the court clerk sharply. 

The witness began: O double T, I, double U, E, 
double L, double—”’ 

“Wait!” ordered the clerk; ‘‘begin again.” 

The witness repeated: ‘“O double T, I, double U, 
E, double L, double U, double O-~” 

“Your honor!’’ roared the clerk, “I beg that this man 
be committed for contempt of court!” 

“What is your name,” asked the Judge. 

“My name, Your Honor, is Ottiwell Wood, and I 
spell it O, double T, I, double U, E, double L, double Uu, 
double O, D.” 


--Ladies’ Home Journal 


Bill—‘‘Say Dad, a man’s wife is his better half, isn’t 
she?” . 
Dad—‘‘So they say, my son.” 
Bill—‘‘Gee, then if a man marries twice there ain’t 
nothing left of him, is there?” 


Desirous of knowing the natural inclination of a 
youth, Mr. Smith took his little boy to church and then 
to the theatre. After the youngster had enjoyed both 
he asked— 

“Well Bobbie, Which do you like better, ‘church 
or the theatre’?”’ 

‘Oh, cried Bobbie I like church better because when 
they passed the money around | got a quarter. How much 


did You get?” 
16 
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Thoughts for 1916 





~ Take it from me that there will 
always be a few who will prefer 
to cut the price and thus arrange 
matters definitely so that their com- 
petitors will invariably make the 
money. —** How’’ 


It is all right to dream of the 
great things you are going to do, 
but don’t forget to wake up in 
time to begin work. 


I believe in the boss. If he 
weren't bigger than | he’d have 
my job.—A. Booster’s Salesman’s 
Creed. 


When I feel like finding fault, | 
always begin with myself, and 
then | never get any farther. 


—David Grayson 


If what you have done yester- 
day seems big to you today— you 
have done nothing today. 


The road to success is open to 
all, but too many want to get there 
without the trouble of going. 


Only the things you do live after 
you. Howlong they live depends 
on how well you do them. 


— The Evening Wisconsin. 
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Remember 


Think Big — 
Talk Little 
Love Much 
Laugh Easily 
Work Hard 


Give Freely 
Be Kind 


and 1916 will be a year 
of happiness. 





